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Holy Trinity

"Not I But We"

Position Name Hm Ph# Wife EMAIL Address
Membership Coor. David Dudden 303-940-6992 Cindy ddudden6992@msn.com
Denver — Metro North Rich Casias 303-988-5967 Patricia rcasiasdd@yahoo.com
Denver — Metro South Damon Franks 303-726-8535 Krista campfirecook@yahoo.com
Eastern Plains John Linnebur 303-849-5316
Western Slope Robert Schmalz 970-874-5728 Judi r.schmalz@worldnet.att.net
Colo Spgs. Diocese Dir | David Hodge 719-593-8546 Jennifer davidhodge826@comcast.net
Pueblo Diocese Dir.

NCD Director Art Samson 303-659-3276 Rosemary asamson210@aol.com
Activation & Retention
Chairman John Barklage 303-680-6848 Cathy johnbarklage@hotmail.com

8263 Flower Court, Arvada, CO 80005
EMAIL: ddudden6992@msn.com
Home: 303-940-6992 Cell: 303-921-7840

When a man is surrounded by men who love God he is more open to love God

When a man is needed to do God's work he is more op  en to need Jesus Christ

When a man'’s heart is touched while doing Gods work his heart is more open to
feel the love of the Holy Spirit

This is why every council needs a healthy membershi p




PURPOSE OF THIS HANDBOOK
Our goal is to prepare a handbook for every DisDieputy, Grand Knight, Council
Membership Chairman, committee member & Brothergkhio provide written assistance when
there seems to be no one or place to find hel@cliieg the level of STAR COUNCIL is a very

QUALITY OF MEMBERSHIP

The idea that someone can be a born leader isdgaitl by the US Marine Corps who
believes that a leader must instead be grown. Tirauproven regimen of training and
discipline, the US Marine Corps has never suffelefgat in any of its challenges. Although
highly trained for specific tasks, the success padicular Marine in their specialties of service
begins with his formation in basic training. Thdea can be applied to our order.

What we do to inspire Catholic men during (andrafiteeir formation as Knights
determines the success of our Order in Coloradgeireral and of each council in particular. So
we need to continually look into thefrastructureof our membership program, gauge its
success, and make necessary adjustments and changes

First we need to understand what our membershipstrficture is. A closer examination
reveals that our membership program has an imneedabponent and a long term component
for each Knight and both play equal roles

The immediate membership component is the recgupinocess itself and a man’s
formation as a Knight. The long term componentheimbership is the overall experience of
each man as a Knight. Therefore, the quality wlaa’s membership as a Knight depends on his
experience as a Knight and his zeal to share Iit otiers.

Questions our members may ask of the council or Meer........

Do | know what is expected of me as a Knight of Columbus?

Do | have ALL theinformation | need?

Do | have the opportunity do to what | do best or what | enjoy doing?
Have | received recognition or praise?

Do council officers or members care for me as a person?

Do my opinions seem to count?

Does the mission or purpose of my council make me feel that continuing my
membership isimportant?

Do | have agood friend in the council that | can count on no matter what?
Have | had opportunities to learn and grow as a person or better myself asa
Catholic man, father, husband, or friend?

10. What do | get back for all the time, energy, and dollars spent for this
organization?
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What if each of us

RECRUITS

just 'ONE KNIGHT"?
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COLORADO Knights as of May 1, 2009
10% of the Membership recruits ONE new member

141 Councils as of May 1, 2009 w/12 Officers Each
50% of officers

We are working together...
--for our families, through our events...

--for our parish, through our service & prayer...
--for the community, through charity...

Making life better one day at a time!

Knights
15,220
1,520

1,692
846

Come and join us todaytogether we can make a difference one
CATHOLIC vaN RPN



STATE COUNCIL'S MEMBERSHIP OBJECTIVE:

1. To foster the idea that membership in our Ordelr agiist fellow Catholic
men to be better husbands, fathers, Catholics aoith& Knights. Living our

stronger quality of members will be reflected a kbcal and state council levels.

2. To provide the tools so every council in the stets the opportunity to earn
STAR COUNCIL and every district deputy can leadT®ABR DISTRICT!!

3. To encourage the active participation of each nenght initiated in the
2009-10 Fraternal Year. To follow-up on all thaigoils that were established or
reinstated during the same time period to advanc®I€Givney’s original
dream!!!!

STAR COUNCILS andSTAR DISTRICTS are developed by managing the entire
membership processUnderstanding how to recruit new members, retament members, and
avoid the loss of any Brother Knight and HIS FAMIIEMmM the Fraternalism our Order offers
are the underlying goals of the membership process.

Let’s look at the different positions the Grand ¢tmi should fill to insure the council’s
membership program is managed to its fullest pakent

| MEMBERSHIP |

[RECRUITMENT] [ RETENTION ] [CEREMONIAL] [ INSURANCE ]

WHO SHOULD BE THE MEMBERSHIP CHAIRMAN?

Any Brother Knight who is willing to lead a tearhrecruiters, directs the planning of the
council’s 1st Degrees, assists the Financial Sagreind Retention Committee with their
respective duties, and works with the Grand Knagid Council’s Program Director to involve
every new Knight (those joining in the last two gganto the council.

WHO SHOULD BE ON THE RECRUITMENT COMMITTEE?

The council will achieve outstanding results whieam Recruitment Committee consists of
individuals who are not afraid to make cold calisl éalk to strangers. Salesmen make the best
individuals to ask to be on the recruitment comeeitbecause they have a natural talemibe
participation. They should be excited and exptiesgositive energy about the Knights of
Columbus. They should be able to educate prosestembers on the many different programs
and ideals that our members work hard to achievin@h.ocal, State, and Supreme LevAls.
true believer in the Knights of Columbus will pastra successful sense of honesty and reality
that will convince other Catholic men to join ourder.




WHO SHOULD BE THE RECRUITERS?

ALL BROTHER KNIGHTS are recruiters!!! It is verycaeptable for one Brother Knight
to be a silent partner on a recruiting team. imiportant to have current members introduce a
prospective member to a Brother Knight who may loeentomfortable in taking the lead role
within the recruiting process. The key to recngta new member is tdlVITE HIM _ to join.

WHO SHOULD BE ON THE RETENTION COMMITTEE?

Again, ALL BROTHER KNIGHTS play an integral pan ¢he Retention Committee!!!
The most important characteristic of the RetenG@ommmittee is their ability to improvise when
the need arises. Creating impromptu dialogueltivesss a situation is imperative for this
committee. It is essential for this committee t@mainPERSONAL CONTACTwith
members A decline in meeting attendance by those whaleety attend could be an indicator
of a problem. Similarly, a symptom to an unrecagdiproblem could be active members
choosing not to assist with their favorite prograhie Retention Committee needs to investigate
all indicators and symptoms to ensure it does aetilt in a loss to the membership.

WHO SHOULD BE THE CEREMONIAL DIRECTOR?

Many times the best individual to be the Degrear €aptain is someone who may have
great leadership and coaching skills. A Brotheigkhwho prefers not to be involved in the
public speaking aspect of a degree work can beat gsset in this position.

Generally, the Ceremonial Director is in chargeahmunicating with the Grand
Knight, Membership Director or Recruiting Directorensure that every little detail has been
taken care of for the purpose of conducting a Bdexgree. They also need to assist the Degree
Team Members in performing their parts with the agirdignity needed to conduct a successful
exemplification. They may be called upon to assmgither council with team members or
paraphernalia.

WHO SHOULD BE THE INSURANCE LIASON?

Councils need to take the responsibility to ensliedg membership is aware of the
Fraternal Benefits our Order affords them. Thetgst asset to our members is a well-
established and strongly-rooted insurance progrfawery council has been assigned a Field
Representative from the Doug Parsons Insurancedygeho should routinely visit your council
and its members.

It is recommended that one Brother Knight from¢bancil assist new members to
understand there are many different financial ojypaties at their disposal. If our membership
is made aware of the advantages available to thewll expedite the effectiveness and
efficiency of the Field Agent’s time and talents.



RECRUITMENT

"#$ % & ' &

This is a YEAR ROUND activity and not just somethin g to do whenever a Catholic
man is asked to join.

Constant Council growth is important at the start, in the m iddle, and towards the

Prospect Lists

A prospect list is simply a group listing namesran that you want to contact. These
names ar@ot sure-fire candidates who will join your councilrmediately. Some men may have
to be asked over and over again. The key is pemsis. This is very important to remember.
Names on your prospect list can come from a nurobgsources.

The list should consist of new parishioners togagsh. Ask a Brother Knight to mail a
letter inviting the new parishioner to consider nbenship into our Order from a listing that the
parish office may provide. You might also identyisting Knights who will transfer their
membership, if asked. Membership transfers ingoctbuncil will not only help to increase your
membership, but will also help to bring new ideaghie council. However, transfers will not
count towards your Star Council Quota.

Ask the Parish Youth Minister to advise when a yporan is nearing his eighteenth
birthday. During the month of the young man’shulidy, send him a card from
the council, inviting him to join. If your counalponsors a Squires Circle,
these men and their family members make great potise members.

A record should also be kept of those individwett® have graciously
_ and respectfully asked that you not contact theamagbout joining...a
»'v prospective list in reverse. This will lessen plossibility of getting any bad

publicity from this fellow Catholic man.
Utilize the members of other small groups withie parish as

interested parties. There should be no competiteiween the Knights of
Columbus and other groups within the parish. Th&ARprogram is an example of another a
group for prospective members.

A parish directory can also be a great tool tatdgh your prospective member listing.
From a more personal perspective, encourage allbmento look around at the men and
families sitting in close proximity during Mass.hdse gentlemen may welcome warmly the
opportunity to join the council when approachedsbyneone with a familiar face.

The growth and continued development of your Cdusdependent upon an involved,
committed, and active membership working togethex united effort. Every council must bg
proactive in its approach of inviting ALL Catholen to join, replacing those who have left,

and finding “lost” members a new council home.

1%




Council Brochure Guidelines

Why Develop a Council Brochure?

(Supreme Form 4242 can be used)ou can use a brochure as a promotional item téa@xgour

council's activities to prospective members and flaenilies. It's an easy way to attract theireatiion.

The brochure is also a valuable tool for thoseuiiog new members since it will make valuable
information about your council readily availabletbh@m. In it, you can highlight activities uniqueyour
council that are not covered in Supreme or Staten€Cibpublications. Also, it's a good way to "tgaiur
own horn" and let people know what you do. Herefane steps you can follow in designing the broehur

Step #1: Content
Decide what information about your council you wempromote. Make an effort to focus mainly on igetimat
will attract men to join. Information might includmit is not limited to:
- brief history of the Knights of Columbus and of yaouncil

information about what your council does, espegiadl it pertains to the five major service areas:

Church, Community, Family, Youth and Council Acties

membership requirements

exemplification schedules; information about theflo Degree Assembly in your area

Step #2: The Look

Pick a size, shape, color and typeface for youchuce. In deciding what size to make your brochkeep in
mind what will be easiest to produce and the resooeeded to do that in mass quantities.

Step #3: Design
Design an appealing and practical layout. Layossjmlities (whether they be for a flat page twddfor
three-fold brochures) are limited only by your irmegion. Many software programs include templates f
brochures and other items. These templates areigémgouts that allow you to simply drop in infoation.
Make your layout as clean and uncluttered as plestitallow the reader to easily follow your messag

Step #4: Printing
The number of copies you need will determine that i@y to output your brochure. If you need a ladit
number, you may want to run copies out on your p@rger. Take your brochure to a copy center for
reproduction in larger numbers. Remember, youchuoe's main purpose is to be read-if it isn't gilegto
look at, no one will read it. Here's a good ruleadrat to put in: if it doesn't help the reader wstind your
message, don't use it. That's all there is, fpssand you have an attractive brochure readgistribution to
tell prospects all about your council and the Qrder

Guidelines for Council Brochure Contest

Minimum size of the brochure should be no teas 8 1/2" x 11"

. Judging will be based on visual appeal, redithgband pertinence of information.

. A copy of the brochure must be submitted withnRecruitment Reporto the Membership
Coordinator no lateFebruary 1, 201Gor 150 additional points.

. The top three Council Brochures will receiveaasvrecognition.

wN P
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(Personal) Contact

All Catholic men should be contacted and givendpgortunity to join your council and our
great Order. Use your prospect list and extendatens to those prospects to attend council
parties, picnics, and any other function open &ehtire family. Occasionally, send a free copy
of the council’s newsletter to some potential mersbe

Signing of the FORM 100
Admissions Committee
1™ Degree
Getting on Program Committee
Ordering Nametags

Open House / Informational Night

1. Appoint a committee to oversee the event

2. Reserve the facility 2 months prior to the ever

3. Order Supplies from Supply Department
--Open House Posters # 2826
--Red, White, and Blue Pocket Guide to the K of C #20
--Introduce Your Family to a Little Knight Life £29
--Did You Know #1267
--Discover a World of Good Things in the K of C243
--Helping Hands #924
--Fraternal Benefits Flyer #2761

4. Invite and Publicize the event

--Prospect List and their family --Church Bulletin
--Insurance Field Agent --Phone Tree
--District Deputy or State Team --Word of mouth
--Ladies Auxiliary Representative --One on Onéthn

5. Line up informational handouts of Council Adtiies
--Flyers --Old Newsletters
--Photo Albums --Plaques / Trophies
--Previous Year's Council Reports --Old Columbiadazines

6. Plan Program (2 hours)
--Plan children activities: games, video'’s, andvjde childcare
--Have Adhesive Nametags for your guests

--Prayer / Welcome / Introductions (5 minutes)
--lcebreaker / Get To Know Each Other Activity O(thinutes)
'l --Goals of the Order, State Council, and Local i@is (10 minutes)
--Show background video on Fr. Michael J McGivnegl5 minutes)
--Invite Field Agent to speak (10 minutes)
--Take a short break / begin one on one conversati (5 minutes)
--Show membership flipchart or video (10 mam)t
--Question and Answer Time (you decide)

--ASK THEM TO FILL OUT & SIGN A FORM 100 (5 minutes)
--Announce next*iDegree
--Refreshments (30 minutes)



ADMISSIONS COMMITTEE:

The Grand Knight shall appoint an Admission Comeeitbf seven members. Within five days of
the first reading of the application, the Granddfrtishall refer the application to the Admission
Committee. The Committee should contact the applitaset up a time where they can meet
him and his family. They should ensure the applicant meets the meshipequalifications, give

a complete overview of the Knights of Columbus #relr respective council, and answer any
guestions that the Catholic man or his family mi@ymonder. During this visit the prospective
member should fill out a New Member Interest Survegfter the visit, a report should be made
back to the council of their findings.

18-YEAR OLDS

As part of your council’s membership plan, mak@eacgl effort to recruit those young men
turning 18-years old. These young men graduatioig the Columbian Squires are eager to join
our ranks. It is our responsibility to educate ybenger generations that our Order is not only
for their fathers and grandfathers, but for them to

Generate a prospective list of sons or grandsottseofouncil’s current membership. Ask your
youth minister for an opportunity to speak to tlagigh youth concerning the activities and
possibilities of joining. At the same time, encage them to help recruit their fathers as well,
making it a family membership.

WELCOME BACK BROTHER PROGRAM
(FORMER AND INACTIVE INSURANCE MEMBERS)

These men who thought well enough to join the Oathere may be waiting on the right
opportunity to reactive their membership. They rhaye preconceived idea about your council
or our Order, based on previous experience, whiclomger may hold true today. Again, like
with the younger generation, educating them isngisoencouraged. Re-explaining the new
opportunities or changes that may have occurrezkdimey deactivated their membership is
highly important. Use a telephone calling treéntote them to your next council social activity.
NOTE: Reactivating inactive insurance members qualifiesauncil for additions toward the
Father McGivney and Founder’'s Award quota.

Your Guide to Implementing the "Welcome Back BrothiéProgram

Plan Your Approach. The membership director and Grand Knight shouldtrteedetermine a
council goal, timetable and how to organize therefio contact former council members and
convince them to rejoin.

Review Former Member List. The membership committee should examine the Former
Member list forwarded from the Supreme Councilagfto your financial secretary in September
to assess the total number of prospects and todietthe extent of the task ahead. Delete
former members who no longer meet the eligibileaguirements for membership. Use council
records to supplement the Supreme Council listtanqutovide updated addresses.

Design Your Program: Decide what approach or event will be most sudakasconvincing
former Knights to return. Consider options such @gen House program exclusively for former

9



members; Welcome Back Brother; council celebratmmsceptions; Super Bowl or Founder’s
Day parties, a council anniversary or other festivent; Personal visits from recruitment
teams. Plan approaches or events that will empdaghat the former member and his family
have missed and that there return would be welcome.

Choose An Effective Means For Contact:Whatever the event or approach you've chosen, you
need to reach your former member audience, and thareonce. Use any or all of the following
methods: personal letters on council letterhegldphone contact, personal invitation from
friends in the council or the original proposakits by recruitment team.

Order Supplies: The Supreme Council Supply Department can providepbsters, flyers,
videos or other recruitment aids available for cattea use. Order sufficient quantities early.

Create Incentives:Develop an incentive program (dinners, gift cexdifes, and council
recognition) to motivate recruiters/teams. Prongiipreme Council awards or create your own
council incentives.

Assign Names To Recruitment TeamsDivide the "eligible" former members among the
council's recruitment teams. Outline the timetatlang which all programs’ steps should be
enacted, realizing all membership reinstatemeatglmissions, reactivations and reapplications
must be received, processed and recorded at ther8apCouncil office by June 30, 2010 to be
eligible for credit toward the Father McGivney Fder's and the Star Council Awards.

Make It Happen: Implement the plans you've made. Order the madseraite the letters, make
the telephone calls, host the Open House or otrertend invite families to rejoin.

Follow Up: Periodic follow-ups are the responsibility of tnembership committee. The
membership director and committee members shouke ro@rtain every eligible former member
is personally contacted. Once a former membeabesed to rejoin, don't make him wait.
Immediately complete a Form 100 Membership Docurtteaitwill make it official and hand
deliver it to your financial secretary for prompbpessing.

10



“Recruiting begins when the prospect says

JJ

‘NO”,
+ IDENTIFY PROSPECTS:
Breakfast
Mass
Church functions
Referrals

+ CONTACT PROSPECTS:
Face-to-face
E-mail
Phone

4+ CLOSE THE APPLICATION:
Completed ‘Form 100’ with check
Admissions Committee
First Degree date and time
Interest Survey

RECRUITMENT TECHNIQUES:

Set Goals Written Invitations Team Recruiting
Develop Brochure Open House Personal Contact
Out-of State Members ~ Membership Blitz Prospect Li  sts
Church Drives 18-Year Olds Explain Benefits  of

Mbrship One — on — One Ins. Inactive Members  Ask f or Referrals

Recognition of Recruiters and New Members

ASK!I * ASKI * ASK!I * ASK! * ASKI

IF NOT YOU, WHO? IF NOT NOW , WHEN?

11
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STAR COUNCIL

Pay Supreme Per Capita Dues on time

2. Submit Service Program Personnel Report (Form #8@6Supreme

by August f'

3. Submit Survey of Fraternal Activity Report (Form728) to Supreme

4. FATHER MCGIVNEY AWARD:

by January %

5% Net Gain in Membership

5. FOUNDER’'S AWARD: 2.5% Net Gain in Insurance Members
6. COLUMBIAN AWARD: Turning in Form #SP-7by June 30

NOTE: Submitting forms on-time is critical to council’s success in
achieving Star Council—in fact, beat the rush angubmit forms as early as

possible.

STAR DISTRICT

The councils within the district must collectively earn 75% of the total
district quota for both membership and insurance.

RECRUITMENT ACTIVITY PLANNING

COUNCIL NAME

NUMBER

Total Members as of July 1, 2009

Supreme Quota

July

--Establish Team
--Review Quotas
--Dev Strategy
--Order Supplies
--Create Brochure

November
--Memorial Mass
--Recruit Families

March
--Membership Blitz
--Open House
--Benefits Night

August

--Visit with Pastor
--Develop Prospect List
--Develop Action Plan

--Go over Council Activities

for recruiting opportunities

December
--Christmas Party
--Review Former Members

April

--Review Inactive Members
--Recruit RCIA Class
--Schedule 1* Degree

Cduncil” Quota

September
--Plan/Conduct Church Drive
--Contact Prospect List
--Schedule 1% Degree
--Plan Info Night with local
school

January
--Review Mid-year quotas
--Open House / 1* Degree

May
--Recruit HS/College Grads
--Review quotas

October

--Membership Blitz
--Open House
--Benefits Night
--Follow-up
--Schedule 1%
Degree

February
--Schedule 1% Degree
--Contact Prospects

June
--Contact all prospects
--Final 1% Degree

--Party for ALL
RECRUITERS



RETENTION-"WOW AFFECT"

This is a YEAR ROUND activity and not just somethin g to do whenever a
problematic situation may arise. Constant  Council growth is important at the start,
in the middle, and towards the end of every Fratern  al Year!!!!!

Guidelines / Suggestions

RETENTION COMMITTEE: Supreme suggests that the Retention
committee be comprised of the Deputy Grand Knight and the three Trustees.
They suggest these individuals because the DGK is likely directly responsible
for the council’s program activities. It's extremely important that the
retention process beqins the very first day a Catho lic man becomes a
Brother Knight. = Getting a new member active and involved, creating for him
and his family the desire to give of their time and talents, is a positive move
towards retaining their membership. However, it is just as important for them to
receive back, as well as give. Membership in our Order is a “give and take”
relationship.

NEW MEMBER INTEREST SURVEY ( FORM 100 & 1842): These
forms may be utilized to find out the new member’s interests. The Admissions
Committee could easily retrieve the necessary information to assist in getting that member
involved with Council activities immediately. However, you may want to add your council’'s
specific activities to the form 1842, or develop your own interest form.

FAILURE ON THE COUNCIL’S PART : Members who are dissatisfied and
leave your council must have become dissatisfied for some reason. If this is so, it is likely ,éy
that the council has failed them or a family member in one way or another. Have we /\
forgotten about them? Have we abandoned them? Have we failed to contact or involve
them? Have we made an effort to find out "what is bothering them"?

MAJOR DEGREE ATTENDANCE : Statistics show that 85% of members
who leave the Order are First Degree members. Getting your First Degree Knights to attend their
Second and Third Degree Exemplifications is vitally important to your Retention program. Imagine
how the beauty and the dignity of this Ceremonial ending with Mass and Knighting will remain with
them for many years. Their Initiation Fee is intended to cover their banquet meal cost. Their only
remaining investment is their time of one day.

MEETINGS: Feedback from disenchanted members indicates that our council meetings
are too long, meaningless, start or adjourn too late, and are boring. Take the necessary measures
to streamline the meetings as much as possible. A council budget published in January or July in a
resolution format will curb unnecessary dialogue concerning annual or recurring expenses.
Encourage a business meeting where the nuts and bolts of the council’s affairs are handled. Then a
secondary monthly social meeting with limited business may be called which will attract more
families to attend.

COMMUNICATIONS: NEWSLETTERS, EMAILS, OR PHONE TRE E: Typically,
our members appreciate the time and effort taken to keep them informed and educated on council
activities. This constant contact will make the K of C and your council a prominent addition to the
family calendar. Members may feel bad or left out if they are unaware of the date, time, and location
of a council activity. However, a gentle reminder may be a welcomed. But always remember,

while newsletters and e-mails are the fastest way to keep members informed, there is
\ /. nothing better than person-to-person contact to really communicate with your

? </ members.

Problems : It's an unfortunate incident when personal agendas, priorities, or a

misunderstood spoken word or emails would ever lead a member to the decision of

pulling their membership. Sometimes, one person will offend another
without realizing the effect of their actions or comments. Financial problems may arise
that a member does not wish to disclose.




As Brother Knights, we must understand that these problems are real situations and may
need our attention. Open dialogue, with the Retention Committee, will give the affected Brother
Knight the opportunity to voice his concern. Personal dignity in all matters must remain respected
and understood. There may be suggestions the Committee can make to ensure this Brother Knight
does not react by drastically deactivating his membership.

However, before finalizing any action, the parties involved should also consider the rules and
guidelines the Order has in place. The District Deputy, State Officers, or any members from the
State Membership Team are always available to offer guidance and assistance. The only true
advice that can be offered is to ensure personal contact has been made, and not just attempted. Be
open and honest with all parties involved. Ask the Past Grand Knights of the council for their input.
But most importantly, do not make the problem bigger than it really is.

Retention Reminders

Retention Starts with Recruitment
Recruiters accurately explain membership/due expectations
Admissions Committeecarefully interviews and briefs candidates
Programs Committeesengage the new member immediately
Sponsorstake responsibility as mentors to fully integragsv Knights

Retention Early Warning Signs
Member never took his'2and ¥ degrees
Member has not participated in any events or mgetim 6 months
Member has no friends in the council
Member has moved with no phone number or emailess$dr

Retention Corrective Actions
Retention Committee (RC) is in place and active
FS notifies GK and RC of delinquent members monthly
Retention Committee makegrsonal contact with members
A personalface-to-face meeting is best with a friend who kadle
member
A personalphone call is next best; find out why his is nafttipating
A personalletter is a last resort
Never send a form “Retention Letter”
Use conversational style; express a interest imtémber
Explain membership/dues requirements and procedures
Use email if that works for the member

Retention Truths
We lose members for lack of communication, notfé&ilure to pay dues, which is
just the last straw.
Like the prodigal son, when you view every counodmber as important, you
have taken the first step toward successful reignti
Retention means no member left behind

14



Shining Knight Award
The Shining Knight Award Program is a voluntary program for First Degree Knights ONLY,
and all requirements must be met no later than first anniversary of first degree date. It is designed to
have a member become involved in the multitude of program activities the council offers, becomes
an immediate asset to the council’s recruiting effort, and allows the Insurance Field Representative
an opportunity to discuss the many products available to the new Knight and his family.
Upon conclusion of the candidate’s First Degree, an information sheet explaining the Shining
Knight Award should be given to the new members by the District Deputy. In his absence, the host
Grand Knight or Council’s Insurance Representative should ensure the new member receives the
information. This information sheet will contain the required criteria to receive a Shining Knight
Award.
The requirements are as follows:
--Volunteer to work on three Council projects --Receive his 2nd and 3rd Degrees
--Meets with the Council’s Insurance Field Representative --Recruits one new member

The member receiving the award will be presented a certificate, signed by the State Deputy. A State
Officer or District Deputy will present the new Knight with the Award at an appropriate council event.
During the State Council Convention, special recognition again will be made to the Shining Knights.
Each report received January 1*- December 31%, 2009 will earn 75 points towards the council’s
Surge with Service point total.....up to 750 points or 10 Shining Knights.

PROPER BILLING PROCEDURES INCLUDING
USE OF THE "NOTICE OF INTENT TO SUSPEND”

1. The Financial Secretary will mail the Membership Bill—First Notice Form #423 15 days prior to
the billing period.

2. If payment is not received in 30 days, the Financial Secretary will mail the Membership Bill —
Second Notice Form #424.

3. If payment is still not received at the end of the first month  in which the member has failed to
pay his dues...

a. The Financial Secretary will provide the names, addresses, telephone numbers, and
amounts of delinquency for each member in arrears to the Retention Committee.

b. A “Knight Alert” letter Form #KA-1 will be forwarded to each delinquent member, signed
by the Grand Knight and Trustees.

c. The Grand Knight will assigh a member of the Retention Committee to telephone the
delinquent member to remind him of his financial obligation. The committee member will
provide a written report of his attempted calls and findings to the Grand Knight. If the
member is experiencing financial difficulty, the Grand Knight should be the one to take
direct control of the matter. Remember, no member should EVER be dropped because
of financial hardship. Annual dues can be paid semi-annually, quarterly, or monthly if the
need arises.

If at the end of the second month  the member still has not paid any part of his dues, the Notice

of Intent to Suspend Form #1845 is to be prepared and signed by the Financial Secretary,

countersigned by the Grand Knight and distributed as follows:

a. The original is sent to the delinquent member.

b. The Supreme Office Copy is forwarded to the Membership Department. The Supreme
Knight will mail a personal letter to the delinquent member. This letter will convey the
Supreme Knight's interest in having the member retain his “good standing” status.

c. The State Copy should go to the DOUG PARSONS INSURANCE OFFICE. He will send
out a letter to the member on behalf of the State Deputy, offering assistance and advising
him that the District Deputy in his area is available to assist if needed. Doug will also
send an agent out to follow-up with the member as well. The agent will coordinate the
results of his visit with Doug Parsons and the District Deputy. The agent will record the
results of his findings on the back of his copy of the Form #1845 and the Doug Parson
Insurance Agency will forward to the State Deputy.

d. The District Deputy will attempt a visitation (telephone or personal) with the
delinquent member to discuss the arrearage situation. In the course of this
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action, suggestions for possible solutions should be recommended, and the District
Deputy will oversee and remain involved until a response or other actions have been
taken. The District Deputy will record his findings on the back of his copy of the Form
#1845 and forward to the State Deputy for perusal.

e. The council copy is retained for their records.

5. If the delinquent member does not meet his obligation or arrange a satisfactory payment
schedule within 60 days following processing of the Form #18 45, the council may file a Form
100 Membership Document , indicating suspension . However, the suspension will not be
processed at the Supreme Council office unless a Notice of Intent to Suspend Form #1845 has
been on file for the required 60 days. Also, they will not process the suspension unless the
council has submitted the Service Program Personnel Report #365 indicating who has been
named as the Retention Chairman for their council.

6. The Notice of Intent to Suspend Form #1845 becomes NULL AND VOID 90 DAYS following the
date it is recorded at the Supreme Council Office . After the 90-day period has elapsed, the
form will be removed from the file under the assumption the council has been successful in
retaining the member.

7. If, subsequently, the member on whom the council previously filed a Notice of Intent to Suspend
Form #1845 should again become delinquent, the entire billing/retention process must be re-
implemented as described above.

So, if a member has been billed properly and remain s financially delinquent
in their membership responsibility, then the proper procedures for suspending
the member should be activated. By January 31, 201 0 the State Council requests:

1. all members be current in their financial oblig ation by paying their dues
or are receiving a pardon from the council, or

2. the council will have started the suspension or withdrawal process only
after having submitted two billings before sending the NOTICE OF INTENT TO
SUSPEND. These forms need to be forwarded to:

Doug Parsons Insurance Agency
c/o Jill Parsons
2701 W. 84™ Ave. Suite 101
Westminster, CO 80031 — 3800

STATE RETENTION CHAIRMAN:
johnbarklage@hotmail.com H: 303-680-6848

This process, as outlined by Supreme, is filledhwitany opportunities to jumpstart
communication with the member. If financial, paerab or other obstacles have hindered the
member’s journey of membership, the afore-mentistegds will assist in their detection.

It is the duty of thdistrict Deputy (acting on behalf of the State Del the
Insurance Field Agent, and Supremt® ensure the local council follows these procedur

accuratelyand in dimely fashion.
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INSURANCE

Our Insurance program is voluntary. However, the o pportunity to understand it
must be offered before we can challenge our members  hip to accept it.

History / Purpose
Our Founder, Father Michael J. McGivney, recognized and believed that the people of his
day needed the protection that a life insurance program could bring to the parish and community.
He wanted to guarantee that any Catholic widow and children of his time would be able to sustain
the loss of their breadwinner, and continue with a life not afflicted with poverty and despair.
Today, the goal of the Knights of Columbus remains the same: protection of the Catholic
families that choose membership in our Order.

LIASON: Each Grand Knight should appoint an Insurance Liaison to work closely with the Field
Agent assigned to your council. This individual does not sell insurance policies. They

merely explain the advantages of sitting down with a Field Agent . Properly conducted, the Insurance
Liaison can help to make the initial visit between a new Knight and the Field Agent quicker and more
productive. The Liaison could answer many of the preliminary questions occur. If the Field
Representative is unable to attend a council meeting, the Liaison should be prepared to speak with
guidance on subject matter. He could also ensure that an article is included in the council newsletter.

PRODUCTS: The Knights of Columbus Insurance Department offers our members, and their families,
permanent life insurance, term insurance, and annuities. The permanent life and term products
are participating plans, plans that are dividend-paying, and include:

--Whole Life --20-Pay Life --Life Paid-Up at 65
--Single Premium Life ° --Annual Renewable Term --Life Paid-Up at 95
--5, 10, 15 Yr Level Term --Decreasing Term Plans
--Flexible Premium Annuity
--Single Premium Deferred Annuity --Single Premium Immediate Annuity

In addition, term insurance riders are offered. The Doug Parsons Agency also sells a policy called
the Discoverer, consisting of whole life insurance and an additional protection benefit (term insurance).
Special rates for nonsmokers on all life certificates make these plans even more attractive.

The Knights of Columbus sells its insurance to its members, wives of members, and dependents.
The field agents are equipped with one of the most modern computer programs available which enables
them to perform a needs analysis of the member and his family accurately and swiftly. This needs
analysis allows the agent, and the Knight, to determine together the total amount of insurance protection
needed, and calculate the best way to package the products to meet those needs.

NEW MEMBER INSURANCE PLAN: Upon joining the Order a man has the opportunity to accept a
New-Member Annuity for himself and his spouse with an initial deposit of $100.00. This annuity has a
guaranteed rate of 3%. If the Knight is single, the plan can be extended to the member’s wife when he
marries with certain restrictions. The actual interest rate is set quarterly by Supreme, but will never be
less than 3%. Credit towards the Founder’s Award is given for any Knight accepting the
New Member Plan.
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GLOSSARY OF TERMS

This glossary of terms is provided to assist withane of the vocabulary used when speaking
about membership.

WITHDRAWAL: A Brother Knight in good standing with a current membership card desires  jgow-

N\
to terminate their membership. A signed Form 100 should be signed by the Brother Knight c°“‘$§$~
expressing his desire. A $.50 charge will appear on the council’s next billing statement from bzom‘“"’ 3
Supreme for the withdrawal card. Any time this former member wishes to reapply for com“‘e‘;,;
membership, his Withdrawal Card must accompany his Form 100. During his absence no “*dicw'»ﬁ"\'
per capita fees are incurred. These DO affect a council’s net gain/loss with the quota ej‘\n\e‘t\_:
number proposed by Supreme. i y c_&a‘j‘f e«

SUSPENSIONS: Typically, a Brother Knight's membership is terminated due to non-payment of dues.
According to Section 168, Paragraph 3 of the “Charter, Constitution, and Laws” a member must be in
arrears at least three months before he can be suspended. These DO affect a council’s net gain/loss with
the quota number proposed by Supreme. In Colorado, we ask that the Brother Knight be at least two
years in the arrears before the suspension process is started.

INACTIVE INSURANCE MEMBER: If an Insured Member withdraws his membership or is suspended,
then his membership status is changed to Inactive Insurance Member. This action does positively affect
a council’s net gain/loss with the quota number proposed by Supreme for both membership and insured
members. NOTE: However, when the cash value of their policy falls below the amount charged by
Supreme for per capita, Supreme will drop their name from the council’s roll. This action will appear on
the Financial Secretary’s monthly billing statement.

READMISSIONS: A former member, for more than three months and less than seven years, may apply
9 for membership back into their former, or new, council. If the member received a withdrawal
card, he is only asked to pay a $7.50 Readmission Fee. This money stays in the new
, council’'s account and is kept by them. If the member was suspended for non-payment of
\/ dues, then the new council must charge for all the dues he is in arrears. This fee will be billed
to the new council approximately 2 — 3 months after the initial Form 100 is submitted. The
years of membership prior the Knight's separation from the Order do not count towards the
twenty-five consecutive years needed before Honorary or Honorary Life membership is
granted. Readmissions DO affect a council’'s net gain/loss with the quota number proposed
by Supreme.

REACTIVATION: When an Inactive Insurance Member requests to rejoin our Order in an active status,
he is considered to reactivate his membership. If the member received a withdrawal card, there is no
Reactivation Fee charged. If he did not withdraw, then there is a $5.00 Reactivation Fee that may be
charged.

DISABILITY-RELIEF FROM PAYMENT: Knights who are unable to engage in any
occupation for a period of at least six months may apply for a waiver of dues under
Section 118 (e) of the Order’s laws. If a member applies for medical disability relief from
payment a doctor’s note is required. In both cases the member’s status is only good for
that calendar year and must be renewed 90 days prior to the following calendar year.

J,

DEATH: When a member dies, only the complete date of the death (month, date, and

year) is necessary. This information should be placed on the Form 100 and sent into Supreme as quickly
as possible for processing. All survivor information should be included on the Form 100. A
misconception is that the Financial Secretary needs a copy of the member’s death certificate. The
Supreme Knight will send a letter of condolence if the death information is forwarded within six months of
the member’s date of death. The Field Agent should also be immediately notified if the member was
insured. These do not affect a council’s net gain/loss with the quota number proposed by Supreme.
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COLORADO KNIGHTS OF COLUMBUS
MEMBERSHIP POINTS - “SURGE WITH SERVICE” CAMPAIGN

Points from the Membership Department for the Award s Ceremony
at Convention 2010 will be based on the following:

1. Positive Membership Growth from January 1— December 31, 2009

2. New Shining Knights from January 1* — December 31* 75 each
(Must be reported by February 1, 2010) (750 max )
3. Councils with a complete Certified First Degree Team by 12/31/09 100

(Must be reported by the District Deputy — if council does not have a
team, the DD can still report that information for the awarded points.)

4. Hosting a Major Degree Exemplification 100
(Each council in district)

5. Hosting a Training Session given by State Secretary Roger Muller 100
(Each council in district--one training session per district for points.
Sessions conducted Jan 1 — Dec 31, 2009.

6. Council Brochure included with Recruitment Report 100
7. For each Prior/[Former Member or Insured Inactive member reinstated 100 (no limit)
8. Eligible for Star Council by December 31, 2009 500
9. Eligible for Star Council by March 1, 2010 250
10. Blitz Report to State Deputy by District Deputy before the deadline 200
(March and October 2009)
11. Host a Fraternal Benefits Night with your Field Agent 200
12. Recruiting Report due by February 1, 2010 200
13. Retention Report due by February 1, 2010 200
14. Insurance Report due by February 1, 2010 200
15. Ceremonial Report due by February 1, 2010 200
16. Welcome Back Brother Program Report due by February 1, 2010 200

Recruiting, Retention, Insurance, and Ceremonial Re  ports

These reports will be judged subjectively rathantkthe author’s ability to create a document,
write the narrative, or presentation of the ideRkase give all the details and descriptions @f th
event. Describe the project(s) in detail. Useitamithl paper, if necessary, not to exceed three
pages front and back, to completely exemplify tifermation. Any and all supplementary
material may be submitted with the report.

Accompanying materials may include letters, testirals, news clippings, bulletin

announcements, photographs, pamphlets, etc. Dsubotit tapes, videocassettes, display
materials, films, etc. as they will not be consetem judging the reports.
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MAIL TO:

COLORADO KNIGHTS OF e
COoOLUMBUS State Membership Coordinator

. ; ) 8263 Flower Court
Surge with Service Membership Report Arvada CO 80005

RECRUITMENT REPORT

COUNCIL NAME: COUNCNUMBER:

1. What goals did the council set at the start ofGhéendar Year for recruiting?

2. How successful was the council in performing atés to reach the council’s pre-set goals?

3. Does your council have a council brochure? YHBSO (circle one); if yes, attach copy to
this report

4. Who was appointed the Recruiting Chairman and veneesi as committee members?

5. What recommendations would they offer to the negtuiting team?

How many new members welrdtiated in calendar year 2009?

How many members weReactivatedn calendar year 2009?

How many members weReinstatedn calendar year 2009?

How many members weRReadmittedn calendar year 2009?

How many membergprmer or prior, joined in calendar year 20097

How manyOpen Housesessions were conducted in calendar year 2009?

Use additional paper to include specific detailsaalb the recruiting efforts of your council.
Please outline the effort’s concept, planning, omgaation, execution, follow-up, evaluation
and additional information to clearly describe thmuncil’s recruiting actions.

The information contained in this document is vitat training future leaders in our Order

Council Membership Director Name: Telephone:
E-mail Adress:

Grand Knight Signature: Date

FORWARD TO: State Membership Coordinator--Must be submitted or postmarked by
FEBRUARY 1, 2010
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MAIL TO:

id Dudd
COLORADO KNIGHTS OF gt?ﬂa l\?gmbirr]ship Coordinator
COLUMBUS 8263 Flower Court

Arvada CO 80005

Surge with Service Membership Report

RETENTION REPORT

COUNCIL NAME: COUNCMNUMBER:

1. What steps were planned by the council to ensurérmuem RETENTION of current
members?

2. How successful was the council in personally comisatmg with the member desiring to
relinquish their current membership status?

3. Who was appointed the Retention Chairman and whe@des committee members?

4. List some of the actions the retention committed toatake?

5. What recommendations would they offer to the neateRtion Team?

As of Jan 1, 2009, how many financially delinguermbers were on council’s roster?

Of that number, how many were dropped by Decemb&0®9?

Was the Retention Committee able to contact EVER\gHt issues a Form 1845? YES or NO
If not, why?

Use additional paper to include specific detailscath the RETENTION efforts of your
council. Please outline the effort’s concept, plaing, organization, execution, follow-up,
evaluation and additional information to clearly deribe the council’s retention actions.

The information contained in this document is vital training future leaders in our Orde.

Council Membership Director Name: Telephone:

E-mail Address:

Grand Knight Signature: Date:

FORWARD TO: State Membership Coordinator--Must be submitted or postmarked by
FEBRUARY 1, 2010
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MAIL TO:

COLORADO KNIGHTS OF gti{gj l\?gri?:)irr]ship Coordinator
COLUMBUS 8263 Flower Court

Arvada CO 80005

Surge with Service Membership Report

INSURANCE REPORT

COUNCIL NAME: COUNNUMBER:

GRAND KNIGHT: CITY

Purpose of Activity:
Report of Fraternal Benefits Night
Other Insurance Activities

As of December 31, 2009 our council has a totahbership of members.

As of December 31, 2009 our council has nsured members, a percent of %.
What does your council do to promote EVERY MEMBERI d&is family to take the
opportunity to sit down for a visit with the coubgilnsurance Agent?

wnN e

The following is a description of the Fraternal Béits Night held by the council. Be sure to
include the date, location, how many members agignguest speaker, (pictures, if any). Please
use additional sheets of paper as necessary

Council Membership Director Date

Grand Knight Date

FORWARD TO: State Membership Coordinator--Must be submitted or postmarked by
FEBRUARY 1, 2010
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MAIL TO:

COLORADO KNIGHTS OF gﬁa\g I\EI):ridbirr]ship Coordinator
COLUMBUS 8263 Flower Court

Arvada CO 80005

Surge with Service Membership Report

CEREMONIAL REPORT

COUNCIL NAME: COUNCMNUMBER:

=

Did your council host a Major Degree Exemplificatim 2009? YES NO  (circle one)
2. If yes, provide date and location?

3. How many of your first degree Knights took theirjptaDegree during the year?

4. Does your council have a FIRST DEGREE TEAM? YES N(circle one)

a. If yes, how often does your council sponsor a Frstjree?
b. If no, where does your council typically take catades for their First Degree?

5. Does your Financial Secretary collect Initiati@e$/dues before the First Degree? YES
NO

6. In your written report, please include list of atlertified degree team members (any
degree), their phone number and e-mail address

Use additional paper to include specific detailscath the CEREMONIAL efforts of your
council. Please outline the effort’s concept, plaing, organization, execution, follow-up,
evaluation and additional information to clearly deribe the council’s ceremonial actions.
The information contained in this document is vital training future leaders in our Order.

Council Membership Director Pat

Grand Knight Date

FORWARD TO: State Membership Coordinator--Must be submitted or postmarked by
FEBRUARY 1, 2010
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MAIL TO:
David Dudden
State Membership Coordinator

COLORADO KNIGHTS OF 8263 Elower Court
COLUMBUS Arvada CO 80005

Surge with Service Membership Report

WELCOME BACK BROTHER REPORT

COUNCIL NAME: COUNONUMBER:

GRAND KNIGHT: CITY:

1. Provide the details, team members involved, actiortaken, expenses and follow-up used
by your council to try to “Welcome Back” Brother Kn ights Who've left our
Councils/Order

2. Include list of former, prior, or insured inactive members from January 1 - December
31, 20009.

Welcome Back Brother Knight Chairman Email
Council Membership Director Date
Grand Knight Date

FORWARD TO: State Membership Coordinator--Must be submitted or postmarked by
FEBRUARY 1, 2010

24



MAIL TO:

COLORADO KNIGHTS OF gti{gj l\?gri?:)irr]ship Coordinator
COLUMBUS 8263 Flower Court

Arvada CO 80005

Surge with Service Membership Report

SHINING KNIGHT AWARD
Calendar Year 2009

SHINING KNIGHT:

(Print name (clearly) as it is to appear on Certifcate)

COUNCIL NAME/NUMBER: BITRICT:
NAME OF PROJECT/EVENT: DATE:
1.
2.
3.
FIRST DEGREE:
Date Received Location
THIRD DEGREE:
Date Received Location

INSURANCE REPRESENTATIVE MEETING DATE:

NAME OF CATHOLIC MAN SHINING KNIGHT IS SPONSORING:

FIRST DEGREE DATE/LOCATION FOR NEW CANDIDATE:

Grand Knight Date
District Deputy Date
Insurance Field Representative Date
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COLORADO KNIGHTS OF COLUMBUS

v 4 Surge with Service Membership Report

NEW MEMBER WOR

KSHEET

NAME: PHONE:
ADDRESS: 50B:
WIFE'S NAME: CHILDREN: E/)VAETL)EL?ING
DOB (MM/DD): .
SPONSOR: SHONE:
PARISH:
JAN | FEB| MAR | APR|MAY | JUN| JUL | AUG | SEP| OCT| NOV | DEC | "NITIATION
Y4 Dues Pymnt Y4Dues Pymnt  YaDues Pymnt P;%tal Dues $15
TOTAL IMPORTANT DATES
MONEY $$ | ADMISSIONS 1°7 2\P RD
DUE PAID | COMMITTEE VOTED DEGREE | DEGREE 3" DEGREE
DATE
ITEM ACTIVITY DESCRIPTION comntE

GET A SIGNED APPLICATION

2 ADMISSIONS COMMITTEE QUESTIONNAIRE COMPLETED
3 GIVE CANDIDATE COUNCIL INFORMATION / NEWSLETTER
4 ENLIST A COMMITTED SPONSOR / MENTOR

> SHOW KOC VIDEO OR FLIP CHART

6 ADMISSIONS COMMITTEE REPORT COMPLETED

7 15T DEGREE

8 ENCOURAGE NEW MEMBER TO ORDER A NAME TAG

9 PLACE ON FIRST COMMITTEE OR PROJECT

10 SCHEDULE 2° AND 3%° DEGREES
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